INPUT 

Parsippany  Place  Corporate  Center,  Suite  201,  959  Route  46  East,  Parsippany,  NJ  07054-3492        (201)  299-6999 


August  14,  1990 


Ms.  Judy  Hamilton 
Ernst  &  Young 
New  York,  NY 

Via  Fax  212-927-9156 


Dear  Ms.  Hamilton: 

This  proposal  replaces  that  of  August  8  and  reflects  my 
conversations  with  Brian  Buffington  on  August  10  and  13.     We  will 
supply  two  kinds  of  assistance  for  your  planning  process: 

A  special  U.S.  subscription  program  with  current  reports  and 
full  support  for  the  remainder  of  1990: 

Systems  Integration  Market  Analysis  Report 

Systems  Operations  Market  Analysis  Report 

-  Systems  Integration  Competitive  Analysis  Report 

-  Systems  Operations  Competitive  Analysis  Report 

-  Professional  Services  Market  Analysis  Report  (from  the 
,        Market  Analysis  Program) 

-  U.S.  Information  Industry  Report 

-  Preliminary  high  level  1990  U.S.  forecasts 

-  Your  subscription  will  include  all  current  (1989)  t 
reports,  with  1990  reports  delivered  when  issued 

Customized  research  to  support  your  planning  requirements, 
which  will  expand  the  information  provided  by  the 
subscription  programs. 

The  customized  research  will  provide  the  following: 

1.       The  size  and  growth  of  the  E&Y  segments,  mapped  from 
'  -      INPUT  segments: 

IT  Strategy  Consulting  (part  of  INPUT'S 
"Consulting"  delivery  mode  as  well  as  part  of 
"Systems  Integration") 


Information  Management  Consulting  (part  of  INPUT'S 
"Consulting"  delivery  mode  as  well  as  part  of 
"Systems  Integration") 

Systems  Planning,  Design  and  Delivery  (made  up  of 
INPUT'S  "Programming/Systems  Analysis"  delivery 
mode  as  well  as  part  of  "Systems  Integration") 

Systems  Management  (made  up  of  part  of  INPUT'S 
"Systems  Operations"  delivery  mode) 

Information  on  major  IS  Professional  Services  Companies 

The  principal  focus  would  be  quantitative 
information  on 

-  Segment  market  shares 

-  Vertical  market  shares   (grouped  into  a 
relatively  few  large  vertical  markets) 

-  Number  of  professionals  by  segment 
We  would  also  supply 

Positioning  on  the  segmentation  continuum 

-  A  list  illustrating  partnerships  and 
alliances,  with  a  brief  description  of  the 
alliance. 

For  purposes  of  this  work,  competitors  would  be 
divided  into  two  groups 

Firms  offering  a  spectrum  of  services, 
namely,   other  Big  6,  EDS,   CSC,   IBM,   and  DEC. 
For  these,  INPUT  will  provide  detailed 
numeric  breakouts. 

-  General  consultants  with  IS  components  (Booz, 
McKinsey,  BCG,  Bain,  ADL,  A.T.  Kearney) .  For 
these,   INPUT  will  supply  segment  shares  only. 


3.       As  needed  to  supplement  subscription  information:  More 
general  information  on  historic  performance,  cost 
structure  and  profitability.     INPUT  will  provide 
insights  into  such  issues  as  success  factors;  general 
strength,  weaknesses,  and  strategies;  specific 
strategies.     (We  are  assuming  this  will  require 
approximately  three  senior  staff  days,  or  the 
equivalent. ) 


We  can  supply  the  information  above  on  the  following  schedule: 
Published  reports:  Within  two  days  after  your  acceptance 
Customized  Research 

Part  One:     Within  three  days  after  acceptance 
-        Part  Two:     First  week  after  acceptance  (initial  data) 

Part  Three:  Ongoing 


The  total  fee  is  $30,000.     The  portion  allocatable  to  the 
subscription  is  $15,000. 

For  your  information,  as  was  requested,  the  subscription  cost 
could  be  reduced  further  by  omitting  all  subscription  program 
support  (that  is,  hot  line,  telephone  consulting,  and 
conferences) .     This  would  reduce  the  subscription  program  cost  by 
an  additional  $3,000.,  bringing  the  subscription  program  cost  to 
$12,000.,  and  the  total  fee  to  $27,000. 

INPUT  does  not  recommend  this  second  option  because  INPUT'S 
reports  are  the  tip  of  its  information  iceberg.     The  access  to 
INPUT'S  knowledge  bases  and  senior  staff  is  where  INPUT  typically 
adds  the  most  value  for  its  clients. 


Please  call  me  if  you  have  any  questions.  If  this  proposal  is 
acceptable,  please  sign  the  authorization  section  and  return  a 
full  copy  of  this  letter. 


Sincerely, 


Tom  O' Flaherty 
Vice  President 
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Parsippany  Place  Corporate  Center,  Suite  201,  959  Route  46  East,  Parsippany,  N)  07054-3492        (201)  299-6999 


October  1,  1990 


Mr.   Brian  Buffington 
Ernst  &  Young 
Network  Strategies 
102  01  Lee  Highway 
Fairfax,  VA  22030 


Dear  Brian: 

Enclosed  are  the  final  copies  of  the  worksheets  that  we  sent  you 
throughout  our  recent  project.     We  enjoyed  working  with  you  on 
this  project. 

If  you  have  any  other  information  requirements  that  we  can  assist 
with,  please  do  not  hesitate  to  call. 


Sincerely, 


Joanne  E.Ponnwitz 
Associate  Consultant 


E&Y  SEGMENTS  (COMMERCIAL  MARKET  ONLY) 


1988 

1989 

1990 

1991 

1992 

1993 

199  4 

($M) 

($M) 

($M) 

($M) 

($M) 

($M) 

($M) 

89-94 

DELIVERY  MODE 

IT  STRATEGY 

523 

622 

747 

891 

1075 

1295 

1543 

20% 

IT  MANAGEMENT 

1690 

2009 

2413 

2877 

3472 

4182 

4987 

20% 

SYS . PLAN ' G/ DES . /DEL . 

10642 

12620 

14688 

17130 

19990 

23362 

27413 

17% 

SYSTEMS  MANAGEMENT 

760 

999 

1116 

1267 

1420 

1630 

1906 

14% 

TOTAL  PROF.SVCS./SI 

13615 

16250 

18964 

22165 

25957 

30470 

35849 

17% 

SYS.   MGMT  (PROCESSING) 

3420 

4084 

4813 

5682 

6714 

7942 

9399 

18% 

GRAND  TOTAL 

17035 

20334 

23776 

27846 

32671 

38412 

45248 

17% 

SEGMENTATION 

MANUFACTURING 
PROF.   SERVICES  /SI 
SYS.   OPS  (PROCESS.) 

TOTAL 

FINANCE 
PROF.   SERVICES  /  SI 
SYS.   ©PS  (PROCESS.) 

TOTAL 

INSURANCE 
PROF.    SERVICES  /  SI 
SYS.    OPS  (PROCESS.) 

TOTAL 

DISTRIBUTION 
PROF.    SERVICES  /  SI 
SYS.   OPS  (PROCESS.) 

TOTAL 

MEDICAL 
PROF.    SERVICES  /  SI 
SYS.    OPS  (PROCESS.) 

TOTAL 

UTILITIES 
PROF.    SERVICES  /  SI 
SYS.    OPS  (PROCESS.) 

TOTAL 

OTHER  SERVICES 
PROF.    SERVICES  /  SI 
SYS.   OPS  (PROCESS.) 

TOTAL 

EDUC./S&L  GOV'T 
PROF.    SERVICES  /  SI 
SYS.   OPS  (PROCESS.) 

TOTAL 

TRANSPORTATION 
PROF.   SERVICES  /  SI 
SYS.   OPS  (PROCESS.) 

TOTAL 

ALL  COMMERCIAL  IND. 
PROF.   SERVICES  /  SI 
SYS.   OPS  (PROCESS.) 

GRAND  TOTAL 


1988 

1989 

1990 

1991 

1992 

1993 

1994 

CAGR 

($M) 

($M) 

($M) 

($M) 

($M) 

($M) 

($M) 

89-94 

5040 

6169 

7243 

8514 

10025 

11829 

13986 

18% 

300 

491 

579 

681 

801 

943 

1111 

18% 

5340 

6660 

7821 

9195 

10826 

12772 

15098 

18% 

2056 

2476 

2951 

3522 

4208 

5037 

6040 

20% 

1200 

1416 

1643 

1905 

2210 

2564 

2974 

16% 

3256 

3892 

4594 

5427 

6418 

7601 

9014 

18% 

1284 

1491 

1713 

1970 

2267 

2613 

3017 

15% 

545 

616 

751 

917 

1118 

1364 

1664 

22% 

1829 

2107 

2464 

2887 

3385 

3977 

4681 

17% 

615 

742 

877 

1043 

1249 

1506 

1830 

20% 

75 

83 

100 

120 

145 

175 

209 

20% 

690 

825 

977 

1163 

1393 

1680 

2039 

20% 

393 

467 

532 

609 

699 

806 

935 

15% 

550 

635 

725 

835 

960 

1105 

1270 

15% 

943 

1102 

1257 

1444 

1659 

1911 

2205 

15% 

1280 

1497 

1740 

2023 

2356 

2746 

3206 

16-s 

65 

81 

94 

108 

125 

145 

167 

16% 

1345 

1578 

1834 

2131 

2481 

2891 

3  37  3 

16-S 

476 

540 

612 

696 

793 

905 

1036 

14  -s 

25 

30 

37 

45 

56 

68 

84 

23% 

501 

570 

649 

741 

849 

973 

1120 

14  % 

2231 

2591 

2980 

3430 

3952 

4559 

5265 

15% 

620 

684 

831 

1012 

1233 

1504 

1836- 

22% 

2851 

3275 

3811 

4442 

5185 

6063 

7101 

17% 

239 

277 

315 

359 

410 

468 

534 

14% 

40 

47 

53 

59 

66 

74 

83 

12% 

279 

324 

368 

418 

476 

542 

617 

14% 

13614 

16250 

18963 

22165 

25959 

30469 

35849 

17% 

3420 

4084 

4813 

5682 

6714 

7942 

9399 

18% 

17034 

20333 

23776 

27847 

32673 

38411 

45248 

17% 

t 


TOP  VENDORS  BY  DELIVERY  MODE 


COMPANY 


IT  Strategy 
McKinsey 
Andersen 
IBM 

A.D.  Little 
Booz-Allen 


1989 
REVENUE 
($M) 


95 
85 
50 
40 
30 


MKT. 

SHARE 

(%) 


15 
14 

8 

6 

5 


NUMBER 
PROFESSIONALS 
(EST. ) 


630 
560 
330 
260 
200 


IT  Manacnnent 


IBM 

Andersen 
CSC 

Booz-Allen 
EDS 

A.D.  Little 


160 
92 
60 
60 
55 
55 


8 
5 
3 
3 
3 
3 


1280 
730 

480 
480 
440 
440 


Systems  Development 
IBM 

Andersen 
EDS 

AGS/NYNEX 

CSC 

DEC 


577 
533 
234 
225 
220 
201 


5 
4 
2 
2 
2 
2 


6400 
5920 
2600 
2500 
2440 
2230 


Systems  Management   (Non  Fed,  Pfs.Svcs.) 


CSC 
BCS 
EDS 

Andersen 


85 
47 
46 
18 


9 
5 
5 
2 


1130 
620 
610 
240 


MANUFACTURING 


Professional  Services 

Company  Revenue 

IBM  286 

Andersen  270 

EDS  14  4 

CTG  115 

CSC  101 

DEC  87 

AGS/NYNEX  82 

KPMG(Peat)  74 


Systems  Operations 

Company  Revenue 

EDS  107 
A.D.  Little  30 
CSC  19 
Andersen  10 


1 


i 


DISTRIBUTION 


Professional  Services 


Company  Revenue 

Andersen  60 

CSC  57 

EDS  48 

Unisys  32 

DMR  28 

IBM  2  5 


Systems  Operations 

Company 
EDS 


Revenue 


39 


FINANCE 


Professional  Services 


Company  Revenue 

Andersen  115 

AGS/NYNEX  82 

TRW  81 

AT&T  57 

SEX  Corp  44 

Systems  Operations 

Company  Revenue 

ADP  170 

Securities  Ind.  Auto  120 

Citicorp  Info  94 
Total  Systems  Services         4  0 


INSURANCE 


Professional  Services 

Company 

IBM 
EDS 

Policy  Mgt 

Andersen 

CSC 


Revenue 

73 
58 
58 
47 
44 


Systems  Operations 

Company 
EDS 

Policy  Mgt 
CSC 


Revenue 

122 
80 
65 


HEALTH 


Professional  Services 


Company  Revenue 

Andersen  49 

McDonnell  Douglas  30 

HBO  27 

CSC  25 

Keane  17 

SMS  17 

Deloitte  16 

IBM  16 

A.D.    Little  15 

Price  Waterhouse  15 


Systems  Operations 

Company  Revenue 

SMS  124 

CSC  26 

Cycare  21 


UTILITIES 


Professional  Services 

Company  Revenue 

Andersen  75 

DEC  74 

IBM  50 

CSC  4  3 

CDC  41 


Systems  Operations 
Company 
EDS 


Revenue 


15 


EDUCATION/S&L  GOVERNMENT 


Professional  Services 

Company 

Unisys 

CSC 

OAO 

Andersen 

EDS 

DEC 

Systems  Operations 

Company 


Revenue 

73 
70 
63 
63 
50 

47.4 


Revenue 


EDS 
CSC 


74 
35 


TRANSPORTATION 


Professional  Services 


Company  Revenue 

Andersen  29 

Unisys  22 

IBM  13 

A.D.   Little  12 

McDonnel  Douglas  12 


Systems  Operations 

Company  Revenue 


Note:     No  vendors  found  having  over  $10  million  in  revenue. 


OTHER/SERVICES 


Professional  Services 

Company  Revenue 

IBM  41 

CTG  25.1 

MARC  23.3 

Andersen  20.1 

E&Y  20 


Systems  Operations 

Company  Revenue 
Note:     No  vendor  found  with  over  $10  million  in  revenue. 


PROFILES  OF  PROFESSIONAL  SERVICES 
REVENUES  OF  MAJOR  VENDORS/COMPETITORS 


Company  Segment 


IT  Strategy 
Seg.  Rev  Percent 

IT 

Seg.  Rev 

Mgt 

Percent 

Sys 
Seg.  Rev 

Dev . 

Percent 

Sys. 
Seg.  Rev 

Mgt. 
Percent 

IBM 

50 

6 

160 

20 

577 

74 

ANDERSEN 

85 

12 

92 

13 

533 

73 

18 

2 

CSC 

15 

4 

60 

16 

220 

58 

85 

22 

T  n 
J  u 

n 

55 

15 

234 

64 

46 

13 

DEC 

25 

8 

43 

15 

201 

69 

25 

8 

AD  LITTLE 

40 

18 

55 

25 

93 

41 

35 

16 

BOOZ  ALLEN 

30 

29 

60 

57 

15 

14 

McKINSEY 

95 

76 

30 

24 

DEL.  TOUCHE 

10 

8 

28 

21 

94 

71 

PRICE  WATRHSE 

20 

17 

37 

32 

59 

51 

KPMG(Peat) 

4 

3 

12 

10 

107 

87 

C&L 

2 

1 

7 

4 

180 

95 

PROFILES 


IBM 

Does  not  emphasize  strategy  consulting.     More  interested  in 
serving  development  since  this  will  promote  sales  of 
hardware  although  IBM  has  strength  in  the  CSF's  necessary  to 
gain  work  elsewhere-     Emphasizing  IS  work  in  selected 
vertical  markets  where  there  is  significant 

hardware/software  potential.     Alliances  generally  sought  in 
relation  to  long  term  strategies. 

ANDERSEN 

Emphasize  strategy  consulting  as  a  means  of  selling  IT 
management  consulting  and  development.     Strong  planning  and 
use  of  methodology  for  strategy  consulting  as  well  as 
selection  of  targets  in  manufacturing  and  other  vertical 
markets.     Also  employs  acquisition/development  of  resources 
and  use  of  alliances  to  meet  goals. 

CSC 

Past  reputation  and  capabilities  have  resulted  in  system 
development  and  operation  work  in  manufacturing, 
distribution,   health  and  insurance.     Has  bolstered  ability 
to  gain  strategy  consulting  work  through  acquisition  of 
Index  and  other  staff,  but  has  not  emphasized  IT  management 
consulting  similarly  causing  an  anomaly  in  growth  rates  of 
different  activities. 

EDS 


Driven  to  gain  business  in  development  and  system  operation 
with  less  emphasis  on  consulting  as  illustrated  by  the 
difference  in  growth  rates.     EDS  has  used  acquisitions, 
system  software  tools  and  development  and  operational 
oriented  methodologies  in  selected  target  verticals  in 
manufacturing,   insurance  and  other  markets  to  meet  goals. 

DEC 


As  with  IBM,   DEC  has  been  inclined  to  seek  development  work 
rather  than  consulting  in  order  to  promote  equipment  sales. 
Noting  that  consulting  leads  to  equipment  decisions, 
emphasis  on  strategy  and  IT  management  consulting  is  being 
increased.     DEC  is  also  being  approached  for  system 
operation  work. 


DELOITTE  TOUCHE 


Have  developed  ability  and  a  reputation  in  development  and 
IT  management  consulting  that  the  company  is  trying  to  build 
upon  to  gain  more  strategy  consulting  work.     Have  not 
developed  the  planning  methods  or  capabilities  of  Andersen 
or  others  to  really  move  ahead. 

PRICE  WATERHOUSE 

Have  maintained  a  presence  in  IT  strategy  and  management 
consulting  as  well  as  in  development.     Do  not  have  the 
credentials  or  planning  of  Andersen  of  McKinsey  to  really 
grow  strategy  consulting  or  the  drive  and  capabilities  of 
Andersen  and  EDS  in  development. 

KPMG  and  Coopers/Lybrand 

Have  concentrated  on  capabilities  to  support  development 
work,  but  could  be  exposed  to  attacks  from  Andersen 
Consulting,   CSC  or  other  companies  that  utilize  assignments 
in  IT  strategy  and  management  consulting  to  promote 
development  work.     Also,   their  work  on  development 
methodology  and  tools  has  not  been  as  intensive  related  to 
planning  for  revenue  gains  as  similar  work  of  Andersen,  EDS 
or  CSC. 

A.D.  LITTLE 

Company  often  acts  like  a  non-profit  organization  with  work 
in  IS  and  other  areas.     Its  development,   systems  operation 
and  other  assignments  may  be  involved  with  new  imaging 
technology  or  factory  floor  automation.     This  orientation 
results  in  greater  emphasis  on  IT  management  consulting  and 
development  as  shown  in  growth  and  revenue  activities. 

BOOZ  ALLEN 

Relies  on  business  knowledge  to  gain  business  in  IT  strategy 
and  management  consulting,  but  does  not  compete  for  system 
development  work  as  much  and  neglects  opportunities  for 
system  operation. 

McKINSEY 

Emphasizes  high  level  problem  solving  ability  to  gain  IT 
strategy  consulting  (primarily)   and  IT  management 
consulting.     Regards  other  consulting  work  as  less  important 
(and  prone  to  pitfalls) .     Not  as  apt  to  have  continuing  IT 
related  assignments  at  a  client  as  Andersen  and  EDS. 


Critical  Success  Factors 


Strategy  Consulting 
DRAFT 


Executive  Contacts 

Sr  IS  Contacts 

Mgt  Consulting  Skills 

Mgt  Consulting  Image 

Successful  IT  Strategy  Assignm'ts 

Comprehensive  Systems  Knowledge 

Knowledge  of  Industry  Business 

Knowledge  of  IT  Issues  in  Industry 

Planning/Methodology  for  Consulting 


IBM 

ANDERSEN 

CSC 

EDS 

DEC 

ADL 

BOOZ 

AGS 

5 

5 

4 

3 

3 

3 

4 

2 

5 

4 

3 

3 

4 

3 

3 

3 

3 

4 

4 

3 

3 

4 

5 

2 

3 

3 

4 

3 

3 

4 

4 

2 

4 

4 

4 

3 

3 

4 

4 

3 

4 

4 

4 

4 

3 

4 

4 

3 

3 

4 

4 

4 

3 

4 

5 

2 

4 

5 

4 

4 

4 

4 

4 

3 

3 

5 

4 

3 

3 

4 

4 

2 

5 
3 
5 
5 
5 
4 
5 
4 
5 


Critical  Success  Factors 


IT  Management  Consulting 
DRAFT 

IBM     ANDERSEN     CSC     EDS     DEC     ADL    BOOZ    AGS  MCKINSEY 


-  Executive  Contacts  5  5  433342  5 

-  Sr  IS  Contacts  5  4.334333  3 

-  Mgmt  Consulting  Skills  3  4  433452  5 

-  IS  Mgmt  Knowledge  4  4  443332  3 

-  Knowledge  of  IS  Use  In  Industry  4  5  443433  5 

-  Comprehensive  IS  Ops.   Knowledge  4  3  453333  3 

-  Knowledge  of  IS  Development  4  4  544334  2 

-  Planning/Methodology  for  Consulting     3  5  433442  5 


Critical  Success  Factors 


Development 


DRAFT 


IBM 

ANDERSEN 

CSC 

EDS 

DEC 

ADL 

BOOZ 

AGS 

MCKINSEY 

Executive  Contacts 

5 

5 

4 

3 

3 

3 

4 

2 

5 

Operating  Dept  Contacts 

3 

3 

3 

3 

3 

4 

4 

3 

NA 

Sr  IS  Contacts 

5 

4 

3 

3 

4 

3 

3 

3 

3 

Project  Mgmt/Organization  Skills 

3 

4 

4 

4 

3 

3 

2 

4 

NA 

Broad  Technical  Skills 

5 

4 

4 

4 

5 

3 

3 

4 

NA 

Knowledge  of  IS  Use  In  Industry 

4 

5 

4 

4 

3 

4 

3 

3 

5 

Proposal  Preparation 

3 

4 

4 

4 

3 

-p 

4 

4 

NA 

Internal  Controls 

4 

5 

4 

5 

3 

3 

3 

2 

NA 

Alliance  Management 

4 

3 

3 

3 

3 

7 

NA 

Development  Methodology 

4 

4 

2 

2 

2 

2 

1 

2 

NA 

Sources  of  Technical  Skills 

4 

4 

4 

4 

4 

7 

7 

3 

NA 

Sources  for  Low  Cost  Equipment 

5 

4 

4 

5 

5 

1 

1 

2 

NA 

Pricing  Strategy 

3 

3 

4 

4 

3 

NA 

NA 

2 

NA 

Advnced  Tech  Orientation/Image 

5 

5 

5 

4 

5 

5 

NA 

3 

NA 

Critical  Success  Factors 


Systems  Management/Systems  Operation 
DRAFT 

IBM 


-  Systems  Operations  Mgt  Knowledge  3 

-  Sources  for  Low  Cost  Equipment  5 
.    -  Sr  IS  Contacts  5 

-  Executiye  Contacts  5 

-  Proposal  Preparation  3 

-  Pricing  Strategy  3 

-  Internal  Controls  4 

-  Alliance  Mgmt  4 

-  Knowledge  of  IS  Use  In  Industry  4 

-  Financial  Strength  5 


ANDERSEN 

CSC 

EDS 

DEC 

ADL 

BOOZ 

AGS 

MCKINSEY 

2 

5 

5 

3 

1 

1 

2 

NA 

4 

4 

5 

5 

1 

1 

2 

NA 

4 

3 

3 

4 

3 

3 

3 

3 

5 

4 

3 

3 

3 

4 

2 

5 

4 

4 

4 

3 

4 

4 

NA 

4 

4 

4 

3 

NA 

NA 

2 

NA 

5 

4 

5 

3 

3 

3 

2 

NA 

3 

3 

3 

3 

7 

NA 

5 

4 

4 

3 

4 

3 

3 

5 

4 

4 

5 

4 

NA 

NA 

5 

NA 

MERGERS  AND  ACQUISITIONS 
PROFESSIONAL  SERVICE  FIRMS 


Firm 

Andersen  Consulting 
CSC 


CTG 


NYNEX 


CBIS 


Acquired  Firm 

-Courseware 
-Kestnbaum  &  Co 

-Inform  Ltd  (U.K.) 
-CIG  Intersys  Group 

(Belgium) 
-Cleveland  Consulting  Associate 

(Cleveland) 
-LPS,   Inc.  (Minneap(3lis) 
-Inforem,   Ltd.    (Weybridge,  England) 
-Computer  Partners  (Boston) 
-Index  Group  (Cambridge,  MA) 
-CIG-Intersys  Group  (Belgium) 
-Seako,  Inc. 

-Scientific  Integrated  Systems  Services 
-Maxima  Computer  Management  Consu].tants 
Inc . 

-Shubrooks  International,   Ltd  (GB) 
-Quadra  Systems,  Inc.    (San  Antonio) 
-United  Software  Consultants,  Inc. 
(Chicago,  IL) 

-AGS  Computers 

-Multiple  Tech.    (Detroit,  MI) 
-Teco  Technologies   (Tampa,  FL) 

-Auxton  Computer  Enterprises 

(Maitland,  FL) 
-Vanguard  Technologies  International 

(Fairfax,  VA) 


Year 

1989 
1988 

1989 
1989 

1989 

1989 
1989 
1988 
1988 
1988 
1988 

1988 
1986 

1986 
1986 
1986 


1987 
1988 


E&Y 
C&L 


-Network  Strategies,   Inc   (Fairfax,  VA) 
-Computer  Assistance   (West  Hartford,  CT) 


JOINT  VENTURES,   ALLIANCES   &  INVESTMENTS 


Firm 

Tvoe 

Other  Vendors 

Notes:    f Products/Services) 

IBM 

Alliance 

CTG 

AD/Cycle 

IBM 

Alliance 

CAP  Gemeni  America 

AD/Cycle 

IBM 

Alliance 

G.E.  Consulting 

AD/Cycle 

IBM 

Alliance 

Computer  Power  Group 

AD/Cycle 

IBM 

Alliance 

Andersen  Consulting 

Marketing 

IBM 

Alliance 

Keane,  Inc. 

Marketing 

IBM 

Alliance 

Planning  Research  Corp. 

Marketing 

IBM 

Alliance 

SAGE  Federal  Systems 

Marketing 

IBM 

Investment 

KnowledgeWare 

CASE 

Investment 

Bachman  Info.  Systems 

CASE 

IBM 

Investment 

Index  Technology 

CASE 

IBM 

Joint  Venture 

Baxter-Travenol 

Marketing 

CTG 

Joint  Venture 

A.T.  Kearney 

Prof.  Services 

Bell  Atlantic 

Joint  Venture 

American  Mgt.  Systems 

Network  Services 

Andersen  Conslt. 

Alliances 

DEC 

Insurance  Software 

MSA 

Accounting  Software 

McCormack  &  Dodge 

Accounting  Software 

C&L 

Alliances 

McCormack  &  Dodge 

Accounting  Software 

MSA 

Accounting  Software 

AMS 

Accounting  Software 

JOINT  VENTURES,   ALLIANCES   &  INVESTMENTS 

continued 


Deloitte, Haskins  Alliances 
&  Sells 


E&Y 


Price  Waterhse 

IBM 
IBM 
IBM 
IBM 


Alliances 


Alliances 

Investment 
Investment 
Investment 
Investment 


Holland  Systems 
Index  Technology 

MSA 

McCormack  &  Dodge 
Integral  Systems 

Qronos 

CTG 

American  Mgt  System 
Policy  Mgt  Systems 
Baxter  Healtcare  Corp, 


CASE 
CASE 

Accounting  Software 
Accounting  Software 
Accting;  hum  res. Software 

Manufacturing  Software 

Max  19.9%  stake 
Max  20%  stake 
Current  20%  stake 
Partnership 


COMPANY 


1987 

IT         IT       SYS.      SYS.  TOTAL 
STRTGY.  MGMT.    DEV.      MGMT.  PFS.  SVCS. 


1988 

ir  IT  SYS. 
STRTGY.  KGMT.  DEV. 


1989 

SYS.        TOTAL  IT         IT       SYS.      SYS.  TOTAL 

MGMT.  PFS.  SVCS.     STRTGY.  MGMT.    DEV.      MGMT.  PFS.  SVCS. 


ANDERSEN 

41 

52 

302 

395 

60 

70 

405 

15 

550 

85 

92 

533 

18 

728 

C  11 

1 

3 

140 

144 

1 

5 

155 

161 

2 

7 

180 

189 

OELOITTE 

8 

15 

90 

113 

10 

20 

93 

123 

10 

28 

94 

132 

PRICE  UATERHOUSE 

12 

18 

50 

80 

17 

25 

55 

97 

20 

37 

59 

116 

KPMG  (PEAT) 

3 

6 

60 

69 

4 

9 

81 

94 

4 

12 

107 

123 

McKINSEY 

65 

16 

81 

78 

22 

100 

95 

30 

125 

BOOZ  ALLEN 

21 

48 

69 

25 

54 

11 

90 

30 

60 

15 

105 

A.D.  LITTLE 

34 

44 

70 

148 

37 

49 

79 

20 

185 

40 

55 

93 

35 

223 

IBM 

43 

134 

481 

658 

46 

142 

526 

714 

50 

160 

577 

787 

DEC 

12 

39 

165 

9 

225 

18 

41 

180 

16 

255 

25 

43 

201 

25 

294 

EOS 

14 

30 

156 

31 

231 

22 

39 

192 

38 

291 

30 

55 

234 

46 

365 

CSC 

9 

47 

170 

62 

283 

12 

53 

195 

73 

333 

15 

60 

220 

85 

380 

4 


ESTIMATED  NUMBER  OF  IS  PROFESSIONALS     (ROUNDED  TO  THE  NEAREST  5) 
1987  1988  1989 


IT 

IT 

SYS. 

SYS. 

TOTAL 

11 

IT 

SYS. 

SYS. 

rOTAL 

IT 

IT 

SYS. 

SYS. 

TOTAL 

COMPANY 

STRATEG 

HGHT. 

DEV. 

HGHT. 

PFS.  SVCS. 

STRATEG 

MGMT. 

DEV. 

MGMT. 

PFS.  SVCS. 

STRATEG 

MGMT. 

DEV. 

MGMT. 

PFS.  SVCS 

ANDERSEN 

330 

500 

4000 

4830 

440 

615 

4935 

220 

6210 

560 

730 

5920 

240 

7450 

C  &  L 

10 

30 

1855 

1895 

10 

45 

1890 

1945 

15 

55 

2000 

2070 

DELOITTE 

65 

U5 

1190 

1400 

70 

175 

1135 

1380 

70 

225 

1045 

1340 

PRICE  UATERHOUSE 

95 

170 

660 

925 

125 

220 

670 

1015 

135 

295 

655 

1085 

KPHG  (PEAT) 

25 

60 

795 

880 

30 

80 

990 

1100 

30 

95 

1190 

1315 

McKINSEY 

520 

155 

675 

575 

195 

770 

635 

245 

880 

BOOZ  ALLEN 

170 

460 

630 

185 

475 

135 

795 

200 

480 

170 

850 

A.D.  LITTLE 

270 

420 

925 

1615 

270 

430 

965 

290 

1955 

270 

440 

1035 

465 

2210 

IBM 

3A0 

1280 

6370 

7990 

340 

1280 

6400 

8020 

340 

1280 

6410 

8030 

DEC 

95 

360 

2185 

145 

2785 

130 

360 

2195 

235 

2920 

165 

360 

2235 

330 

3090 

m 

110 

285 

2065 

490 

2950 

160 

345 

2340 

555 

3400 

200 

440 

2600 

615 

3855 

CSC 

70 

450 

2250 

985 

3755 

90 

465 

2375 

1065 

3995 

100 

480 

2445 

1135 

4160 

w  ORDER/INVOICeFULFILL»w«?NT 


By: 

Date: 

Inv, 
Comp. 


Client  # 


Order  # 


Inv.  # 


Multi-Invoicing 
of 


ORIGINATOR  (Signaure) 


Comparv^ 
Name  Mr/^Asj 
Position 
Address 


DATE 


APPROVALS 


CA  Tax  Rate 
CT  Tax  8% 
Salutation 
State 
Zip 
Country 
■  Fax 
Tlx 


Date 


Controller 


Date 


Special  /^c^^*^  dejayed^^gi 


ents,  etc. 


Contract  Year  Beg. 

End 


□  New  Order  (N1) 

□  Renewal  (N2) 


□  Prior  Yr 

□  Cancel 


(N3) 


Invoice  □  Fulfillment  Only 
Type    □  W/Order  (OR) 

□  Monthly  (MO) 

□  Ouarterly  (QT) 

□  Pending 


Employee  # 
Sold  by: 


_% 
_% 
% 


Employee  # 
Commission  to: 


P0#. 


Attach  all  authorizing  documents  to  white  (contract)  copy. 


INPUT  Contracf^    Letter  □       Verbal  □ 


Company 
Name  Mr./Ms.. 
Position 


Addrfi.c:s     10^  I  Ae-g^  M  i-^k  UHk^ 

City     pA/r-pQ-i^y    I/A  ^^57)    7hone     763  -  Br9  -  /l^^ 


Province- 
Salutation_ 
State. 
Zip_ 
Country 


Subscription  (SB) 

Custom  (YC/ZC/KC)VC 

Multiclient  (MC) 

Reports  (RP) 


Copies  (CP) 

Consult/Present  (PR) 

Newsletter  (NL) 

Reimbursed  Costs  (EX) 


Merger/Acq.  (ME) 
Exec  Overview  (EO) 
Conf/Seminar  (CN) 


Indicate 
US,  UK, 
FR,  VA 


Prod.  ID/Year 


Item 
Type 
Code 


Item  Description  or  Title 


Quantity 


Price 


Shipped 
By 


Date 


so 


II  a  // 


2^ 


Fulfillment  to  be  completed  in:  □  Corporate    □  London   □  Virginia    □  France     □  Other, 


■  White  -  Contract  •  Green  -  Fulfillment  •  Yellow  -  Invoice  •  Pink  -  Originator  •  Goldenrod  -  Sales  Manager 


M&S180  8/89 

INPUT 


RCV  BYiErnat  «  Ycung  I  8-14-80  ;n:53AN  I  2125P    i86-»      HUNTINGTON  BLDG  {#2 


INPUT 


^..ippnnv  PUco  Corporis  Conlar.  im  201,  «9  Routo  46  Ewt,  PtrilppAhy.  NJ  07054-34M      |2UI)  2<i>>.a9'J 


Xuguet  14,  1990 

Ml.  Judy  lf«iiiilton 
Ernst  6  Veung 
Nfw  Yorx,  mr 

via  rax  2ia-927-fi5« 

Dear  K6,  KAailtoni 

This  prppoaal  rdpl«<i««  that  o*  August  8  and  recieota  ay 
aonvfirsatlona  Wltn  Brian  Bufflngton  on  Au^et  10  and  13.    wa  will 
■uppiy  two  kinds  af  acsistAno*  for  your  planning  prooeaat 

A  apeoial  «7.a.  aukiaorip'iion  program  with  ourrsnt  report*  and 
full  support  for  ttoa  rsraaindar  ot  1990 i 

syataaa  intagratlon  KarJctt  Analysis  Rsport 

systans  Oetratlons  xarJcst  Analyais  Report 

Systans  integration  conpetitiva  Analysis  Report 

Systana  Opariitlons  conpetltivs  Analysis  Report 

Professional  larviCQS  MarJcat  Analysis  Report  (froa  the 
KarHat  Analynie  Progran) 

U.S.  mCoraation  Industry  Report 

?rell)min«ry  high  lav«l  1990  U.S.  foreoasts 

Vour  subscription  will  inoluda  all  currant  (1989) 
reports,  with  1990  reports  daliverad  when  issued 

custonifsd  raeearoh  to  support  your  Plannin?  requireaents, 
vhioh  will  expand  the  Inforaation  provided  by  the 
■ubsorlptien  prograna. 

The  custwftisad  research  will  provide  the  tollowingi 

1.     The  a lie  and  growth  of  the  s*Y  segments,  napped  frow 
INPUT  aegncintsi 

IT  Btratagy  consulting  (part  of  input's 
"Consulting"  delivery  »Qda  aa  well  as  part  of 
"Syatasis  Integration") 


/ 

/ 


,RCV  BYiErnst  9  Young 


V 


;  8-U-90  ;n:54AH  ; 


1  1    S  1  1 


i  N  H  U  I 


Information  M«n«««a«nt  OenauXtinv  (part  os  INPUT' e 
"Gonaulting"  dalivary  ao4a  aa  wall  aa  ipart  of 
••ayatama  Inta^ation") 

Syateaut  rianninf ,  Daalgn  an4  Delivary  (ta«d«  \u»  of 
ZKVUT'ii  "Pirogx'anBing/Byatana  Analyaiao  dallvary 
nod*  M  vail  iha  part  of  "ayataaa  Znta«ratian*') 

iyatama  Kanagiiinent  (made  up  of  part  of  ZlTPtTT'e 
"Syatana  Oparatlona**  delivary'  noda) 


S.     Inforxoatlon  on  major  18  Frofaaaional  Sarvloaa  Companias 


Tha  principal  fooua  would  be  (juantitativa 
Information  on 

s««9mant  mar}cat  aharaa 

VnrtioaX  itarket  aharaa  (groupad  into  a 
ralativsly  ftv  Largo  vertioal  markata) 

Numbar  of  profeaslonala  by  eagnant 

Na  vould  also  aupply 

Poaitioning  on  tna  aagmantation  oontinuua 

h  liat  iil.luat rating  partnarahlpa  and 
a:Liianceiii,  with  a  briaf  daaoription  of  tha 
aniiancai 

ror  purposes  of  this  work,  oompetitora  would  b* 
dividad  into  two  groups 

Firms  of faring  a  speotrum  of  aarvia«», 
namaiy,  othar  Big      aoa,  esc,  zbm,  and  oxc. 
For  thesot,  ZK7UT  viii  provida  detailed 
numeric  loreaxouti. 

Ganaral  oonsultanta  vith  is  cotnponenta  (Boa«« 
MoXinsay^.  BCQ,  B«ln,  kOL,  a.t.  Kearney}.  For 
thaaa,  input  will  supply  aagment  aharaa  only» 


RCV  BY:Ernst  9  Young  8-U-90  ;n:5*AH  ;  2125'"  i386-*      HUNTINGTON  BLDQ  ;#  4 


3      AS  netdftd  to  ■uppl«»«nt  iuWorlptlon  tnforsiatloni  Kor« 
a«naral  intoraation  on  hlitorle  ptrlorwanoa,  ooet 
•truoturi  and  profitability,    input  will  provide 
infliflhta  into  Juch  iaiuaa  *■  auccass  cactora;  g.n.r.l 
.traSgth,  waaknesBOifl,  and  J«"j;?i"J  "PlSiJiS. 
stratagiaa.    («a  isa  aaautning  this  will  r»quii:« 
approxlttataly  threa  aanlor  ataff  daya,  or  th* 
equivalent. } 

w«  oan  .apply  th«  inforwation  above  on  tna  following  .oh-duj.*! 
pubiiahod  raportai  Within  two  daya  aftar  your  aoceptanc. 
Cu»temi««d  Reaearoh 

Part  onmi    Within  thraa  days  after  aoceptanca 

Purt  ffwoi    First  w&eH  aftar  acoaptanca  (Inltiel  data) 

Part  Thr««!  Ongoing 

The  total  faa  la  $30,000.    The  portion  allocatable  to  the 
•ubBcription  im  $18,000. 

INPU*  do.i«  not  Mom^nd  this  aeoond  option  beoauas  INPUT'a 
adda  tha  »ost  valua  for  ita  olianta. 


"1 


RCV  BY:Ernst  9  Young  ;  8-14-80  JIUSSAM  ;  21Z5P'"g86-»      HUNTINQTON  BLDQ  ;#  5 


....  I  ■  I    ■  M  ^ 

M  U  I.. 


rl«A««  oall  >B«  If  you  hav«  any  quafttldni.  If  thia  propoial  Is 
aaoApCftbla^  pl«Al«  tlgn  ttit  authorlBatlon  ■•otJ.on  «nd  iraturn  • 
full  oopY  of  this  letUv. 


Sineortly, 


Too  Q'ri«h«rty 
Vloa  Preiildent 


TOFcttfl 


XUTHOFUJSD  BVl  ACCEPTED  BXt 

Emat  &  Voung 


Hftmo 


00 i    Brian  Buffington 


Confidential  *** 
YM-EY1  Custom  -  Ernst  &  Young 


INPUT  Corporation  USA  -  1990 

Project  Report 
Period  A3     Ending  10-26-90 


Page  100 
10/31/90  11:A9 


Actual 

ESHD 

Accompl ish 

Plan 

Actual 

ESHO 

Accompl ish 

Plan 

BUDGET 
lOU  O'flanerty,  Toni 
A1A  Ponnwitz,  Joanne 
A83  Goff,  Chase 
506  McGann,  John 

0.0 
0.0 
0.0 
0.0 
0.0 

0.0 
0.0 
0.0 
0.0 

0.0 

0.0 
0.0 
0.0 
0.0 
0.0 

0.0 
0.0 

n  n 

0.0 
0.0 

0.0 
0.9 

0.6 

3.6 

0.0 

0.9 

/  'i 

H.C 

0.3 
3.6 

0.0 
0.9 
4.3 

0.0 
3.6 

10.0 
0.0 
0.0 
0.0 
0.0 

20  Research 

0.0 

0.0 

0.0 

0.0 

10.7 

9.0 

8.8 

10.0 

A1A  Ponnwitz,  Joanne 

0.1 

0.1 

0.1 

0.0 

O.A 

0.3 

0.1 

0.0 

30  CI ient  Support 

0.1 

0.1 

0.1 

0.0 

O.A 

0.3 

0.1 

0.0 

822  Hart  Personnel 

0.0 

0.0 

0.0 

0.0 

2. A 

0.0 

0.0 

0.0 

60  Research  Production  Support 

0.0 

0.0 

0.0 

0.0 

2.4 

0.0 

0.0 

0.0 

331  Pereira,  Dorothy 
A1A  Ponnwitz.  Joanne 

0.0 
0.0 

0.0 
0.0 

0.0 

0.0 

0.0 
0.0 

0.0 
0.1 

0.0 
0.0 

0.0 
0.0 

0.0 
0.0 

70  General  Administration 
YM-EYl  Custom  -  Ernst  &  Younq 

0.0 
0.1 

0.0 
0.1 

0.0 
0.1 

0.0 
0.0 

0.2 
13.7 

0.0 
9.3 

0.0 
8.9 

0.0 
10.0 

*•*  Confidential 

YN-EY1  Custom  -  Ernst  &  Young 


INPUT  Corporation  USA  -  1990 

Project  Report 
Period  39     Ending  09-28-90 


Page  95 
10/05/90  10:53 


-Person  Days- 


Actual 

ESHD 

Acconvl  ish 

Plan 

Actual 

ESHD 

Accompl ish 

Plan 

BUDGET 

0.0 

0.0 

0.0 

0.0 

0.0 

0.0 

0.0 

10.0 

100  O'Flaherty,  Tom 

0.9 

0.9 

0.9 

0.0 

0.9 

0.9 

0.9 

0.0 

J .  u 

9  « 

i.t 

0.0 

5.7 

4.2 

4.3 

0.0 

A83  Goff,  Chase 

0.6 

0.3 

0.0 

0.0 

0.6 

0.3 

0.0 

0.0 

506  McGann.  John 

3.3 

3.3 

3.3 

0.0 

3.6 

3.6 

3.6 

0.0 

20  Research 

8.7 

7.4 

7.2 

0.0 

10.7 

9.0 

8.8 

10.0 

AH  Ponnwitz.  Joanne 

0.3 

0.2 

0.0 

0.0 

0.3 

0.2 

0.0 

0.0 

30  Client  Support 

0.3 

0.2 

0.0 

0.0 

0.3 

0.2 

0.0 

0.0 

822  Hart  Personnel 

2.4 

0.0 

0.0 

0.0 

2.4 

0.0 

0.0 

0.0 

60  Research  Production  Support 

2.4 

0.0 

0.0 

0.0 

2.4 

0.0 

0.0 

0.0 

331  Pereira,  Dorothy 

0.0 

0.0 

0.0 

0.0 

0.0 

0.0 

0.0 

0.0 

414  Ponnwitz^  Joanne 

0.0 

0.0 

0.0 

0.0 

0.1 

0.0 

0.0 

0.0 

70  General  Adninistration 

0.0 

0.0 

0.0 

0.0 

0.2 

0.0 

0.0 

0.0 

YN-EYl  Custom  •  Ernst  &  Young 

11.4 

7.6 

7.2 

0.0 

13.6 

9.3 

8.8 

10.0 

I 
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